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We accomplish these goals through the MI spirit, the MI processes, and the MI OARS 
or technical skills.
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Ambivalent = undecided; hesitant; “of two minds” 

For example, If we eat too much, we understand that cutting back on eating would 
result in overall health improvements and our looking better in our jeans.  Yet, the 
food tastes so good, makes us feel good while we’re eating it, and eating is such an 
integral part of social gatherings.  Ambivalence is the often uncomfortable feeling of 
being undecided. . . wanting something and not wanting something at the same time.  
Ambivalence is an integral part of human nature.



Second…

The challenge for Individuals in the helping professions is that sustain talk brings 
about the nature tendency to want to right what is wrong – to fix what is broken –
to share our experience and what we know will work without building the 
importance of the change or addressing the confidence with which they can 
approach the change.

Video –

It’s not about the nail…

http://vimeo.com/jheadley

8



As we work to keep each of these strategies in mind, we are working towards 
developing a posture towards our clients, or the teachers we serve, that is client 
centered, responsive, and kind. We call that posture the MI Spirit.
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Now that we’ve spent some time working to get our mindset in the MI Spirit, let’s 
take some time to look at the basic “technical skills”. This is “what” we do when we 
use MI.

Some or all of these skills may be familiar to you.  We will spend the next two hours 
reviewing and practicing each skill as a tool for connecting with students and s and 
allowing them to feel understood, respected, and open to continuing dialogue.

Point out that these client-centered skills are absolutely necessary for doing MI and 
are used throughout the MI process.  However, MI is more than just these skills.
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MI spirit is the posture we take

Processes are the map we follow. 

And there are technical skills, called OARS, that we use to enact the spirit and move 
through the map.

We’ll talk in more detail about these concepts after we’ve introduced the technical 
skills.

11



We’ve built a intervention, or a model, for you to follow with the teachers you serve 
that mirrors the MI processes. 

When you begin the process with engagement you build trust and connection that 
ensures the help you offer is in step with the teachers internal motivations, values, 
and needs.

When you help the teacher focus on a specific goal, and evoke from them their 
ambivalence, past experiences, and hopes from the future you strengthen the 
importance of enacting change and their confidence that they can be successful.

And when you finally reach the planning and education portion of the processes, you 
have a teacher who has arrived their WITH YOU, they have identified for themselves a 
desire to change and a goal to work towards… 

And you have moved through that process with them in a supportive, collaborative, 
guiding manner – the protects the trust you’ve built, ensure the goals meet the 
teachers need, and strengthen their resolve and motivation to follow through on the 
plan you’ve built together.
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Media.B.1 – Use the Force (video)
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QG.1 Initial Interview Quick guide (Module B)
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Throughout the remainder of this module we’re going to practice each of OARS 
skills. We’ll be pairing each of the OARS with different exercises from the CBP 
Step 1, or other real life scenarios you may encounter.
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Explain that good reflective listening statements are similar to asking, “Do you mean. . 
. ?“  They offer a hypothesis about what the speaker means.  However, in reflective 
listening, this is done using a STATEMENT rather than a question.  

The difference is in the inflection! 

Make this statement twice, once inflecting up and once inflecting down.

It may feel strange to make a statement instead of asking a question.  It may feel 
presumptuous, as if you’re telling the person what they feel.  Yet, statements usually 
work better. Instead of essentially asking them a closed-ended question (e.g., “Am I 
right?”), you’re keeping the conversation flowing
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Why do we look at our reflection in a mirror?  Point out that we don’t really know 
what we look like without seeing our reflection.  In using this skill effectively, we 
provide the same benefit to parents. . . Helping them see themselves in a way they 
typically cannot.

The following video clips help to demonstrate both simple and complex reflections.



Media.B.2 – Reflections Intro (video)

When watching, try to identify reflections, notice how the speaker responds after a 
reflection. How does it influence the conversation? 
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Turn to a partner. 
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CBP.2 Teacher Interview Form (CBP Module)
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Reference MISC.B.1 OARS exercise 2: Reflections
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Media.B.3 – Initial Interview (audio)

MISC.B.1 Audio Exercise – Reflections
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Ask how taking the time to learn about someone’s values might be beneficial in 
future work with that person.  

Discuss the time limitation factor (both with parents and with coaches!), asking the 
group when it will be most important to spend more time on values discovery 
(answer: with parents with whom the relationship is rocky or non-existent).
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Pose the question of whether or not it is sufficient to simply know the two or three 
words which someone identifies as their values.  Make sure the point is made that a 
value may mean very different things to different people (e.g., Two parents may say 
they value learning; One may be referring to creating an environment where children 
are excited about learning, while another may mean that she places high priority on 
her own professional development.)  Thus, it is helpful to guide the parent in at least 
a brief discussion of  what each identified value means to them.  OARS serve this 
purpose perfectly.

Which parts of the MI Spirit does this approach reflect (partnership and acceptance)?  
Today, we’re considering them as a nice way to lead into a discussion of values.  
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Explain that good reflective listening statements are similar to asking, “Do you mean. . 
. ?“  They offer a hypothesis about what the speaker means.  However, in reflective 
listening, this is done using a STATEMENT rather than a question.  

The difference is in the inflection! 

Make this statement twice, once inflecting up and once inflecting down.

It may feel strange to make a statement instead of asking a question.  It may feel 
presumptuous, as if you’re telling the person what they feel.  Yet, statements usually 
work better. Instead of essentially asking them a closed-ended question (e.g., “Am I 
right?”), you’re keeping the conversation flowing
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Read the statement on the slide (made by a parent), and ask participants to write 
down at least two open-ended questions they could ask in response.  Then, have 
several people share one of their responses.

Debrief: What would you ask about? What would you avoid? Why? Consider change 
and sustain talk.
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Read the statement on the slide (made by a parent), and ask participants to write 
down at least two open-ended questions they could ask in response.  Then, have 
several people share one of their responses.

Debrief: What would you ask about? What would you avoid? Why? Consider change 
and sustain talk.
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MISC.B.2 Audio Exercise – Open-ended Questions
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Media.B.4 – Values Discovery (audio)
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CBP.4 Values Discovery
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Abstract: Trainees identify client strengths, develop open questions to elicit this 
information
and practice creating affirmations based on these strengths
Overview: This is done as a large group elicitation activity and then the group is 
broken down
into smaller groups, before returning to the large group.

Guidelines: Leader asks the group to identify strengths that their clients bring to their 
practice.
Record these on the board. Try to elicit at least 20. Make sure these are stated 
positively. Write
these so these can be divided into four groups.

Once you’ve elicited 20 strengths, divide the audience into four groups. Assign a set 
of 5
strengths and ask them to identify an open question to elicit this strength and an 
affirmation you
might offer in response to this strength. Have them write these down.
After one group finishes, wrap the exercise up. Then elicit examples of each from the 
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group.

Example: All of our clients experience difficulties in their life; if they did not, they 
wouldn’t be
here seeing us. They also have considerable strengths as well. What sorts of strengths 
do your
client’s bring to the process?
What do they do to survive or thrive in difficult situations?

Notes:
Some areas will be difficult to develop questions for. Acknowledge this is the case and 
ask the
rest of the group for ideas.
Thanks to: David Rosengren
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MISC.B.3 OARS exercise 4: Affirmations
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Skip
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MISC.B.3 Affirmations Exercise
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Summarizing is pulling together significant ideas and information, focusing on their 
talk about change, and combining them.  Summaries are, in essence, collections of 
reflections.  They typically involve both paraphrasing, and integrating important 
(change-related) bits and pieces of information the client has presented.

What potential benefits do you see from using summaries?   

49



Media.B.5 – Summaries Examples (video) 
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The important point is to be able to do both types of summaries, when appropriate.
The exercise can be done as a demonstration if there are two trainers.
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MISC.B.4 Summaries Exercise
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